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Key information
	Category
	Description

	Agreement ID
	RM6116

	Agreement name
	Network Services 3

	Agreement duration
	2 years with 2 extension options of 1 year each

	Start date
	23 May 2023

	End date
	22 May 2025

	Maximum contract length
	There is no restriction on contract length for Network Services 3. However, we recommend the following maximums:
Direct Award - 5 years
Further competition - 7 years, except Lots 1a, 2a, 3a and 4b where 10 years maximum is recommended

	Scope of the agreement
	This agreement provinces access to network solutions, communication services, connectivity to cloud-based data and applications, audio and video conferencing, radio and satellite networking, and emerging technologies such as Internet of Things (IoT) and Smart Cities.

	Buying options
	Further competition and direct award

	Can be used by
	A list of eligible buyers can be found here

	Contract notice
	Find A Tender notice

	Contact details
	Networkservices@crowncommercial.gov.uk
0345 410 2222

	Glossary
	Procurement terms glossary


Agreement scope and suppliers 
Goods and services 
The goods and services you can buy through this agreement have been divided into 12 lots. See below for more information on each of these lots. A full description of the services available under each lot can be found in the specification document available here.
	Lot
	Lot name
	Lot description

	1a
	WAN: Data Access Services
	For the provision of connectivity services, enabling Site-to-Site or Site-to-cloud interconnectivity

	1b
	Commercial Radio
	For the provision of voice services over a radio communications system

	1c
	Tactical Radio
	For the provision of voice services over a radio communications system, such as a personal radio system, manpack radio system, and platform radio system

	1d
	Critical Domain Services
	For domain registry services to operate and manage Nationally Critical Public Sector Domains

	2a
	LAN: Local Connectivity Services
	For the provision of single site connectivity services, including local area networks (LAN) enabling interconnectivity

	3a
	IoT and Smart Cities
	For the provision of Solutions related to Smart Technologies, also referred to as ‘Smart shared and connected spaces’, and Internet of Things

	3b
	Communication Platform as a Service (CPaaS)
	For the provision of software integration services to allow the Buyers applications to be interfaced to the communications suite with API’s

	4a
	Analogue Telephony
	For the procurement of Analogue Voice, previously known as Traditional Telephony, including voice connectivity, voice call packages, SIP trucks, DDI number ranges, equipment maintenance and support for legacy estates

	4b
	Digital Communication Services (including Unified Communication Services)
	This lot includes IP Telephony, Unified Communications and Collaborative software applications including Audio & Video conferencing and business enablement application software

	4c
	Contact Centre Services
	For the provision of inbound or outbound contact management including automation and queuing to multiple answering points. Staff/agent resources as an outsourced service are NOT in scope

	4d
	Inbound Telephony Services
	For the provision of telephone numbers for inbound call delivery and management. This lot includes non-geographic number provision

	4e
	Paging and Alerting Services
	For the provision of a range of paging and mobile messaging services, including the ability to provide and allow users receive, a tone, numeric or word based alert


Suppliers
You can find a list of suppliers under ‘Products and Suppliers’ on the Network Services 3 homepage on the CCS Website.
Pricing
You can get pricing information for service offers, available under a direct award procurement process, by accessing the online catalogue on the eMarketplace. If you are not currently registered for the eMarketplace you can do so here. You will need your organisation’s DUNS number. If you do ont have this information, you can find it out on the Dun and Bradstreet website.
How to buy  
This list shows a step-by-step process of how to buy from this agreement.
	Step
	Instruction
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	Access agreement
Register to agreement platforms
Check your sourcing tool
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	Engage with suppliers
Conduct pre-market engagement 
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	Create specification and assessment criteria 
Define your requirements
Design an evaluation approach
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	Decide how to select your supplier
When to run further competition
When to use direct award 
	

	[image: image5.png]



	Option A: Further competition
Shortlist suppliers 
Invite suppliers to bid 
Review proposals and evaluate suppliers 
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	Option B: Direct award 
Select your supplier 
Get approval
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	Communicate outcomes 
Notify your suppliers 
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	Complete your call-off contract
Put together and sign your contract
Publish your decision
	


1. Access the agreement  
Before using this agreement you should ensure that you have applied for and received the necessary budget approval and agreed your procurement strategy with your internal teams.
Buyers from the Central Government (including arm’s length bodies) also need to follow the Cabinet Office Spending Controls when buying common goods and services. Please check spend controls guidance to check whether your tender requires pre-approval. You should also ensure that you follow the guidelines provided in The Sourcing Playbook published by the Cabinet Office.
You should also start thinking about what your requirements are, so you can obtain valuable insight from suppliers during market engagement. See section ‘Create specification and assessment criteria’ for more information on what you should be considering when drafting your requirements.  
Register to agreement platforms
To use the direct award option of this agreement, you will need to access the CCS eMarketplace. To register to and access this platform, you have to:
1. Complete the eMarketplace registration form. 
2. Within 48 hours of completing the eMarketplace registration form, you will receive the user agreement. Sign and return it to the eMarketplace.
3. Once your requirement is processed, you will receive your login details. This will allow you to log into the eMarketplace.
This platform gives you access to the full catalogue of supplier solutions under this agreement. For more information on this platform see the guide ‘eMarketplace: a guide for public sector buyers’. See the section on direct award for more information on how to use this platform to buy through the agreement.
Check your sourcing tool 
To communicate with suppliers and run the buying process, you will need to use email, or a sourcing tool. This can be your organisation’s sourcing tool, or CCS’s eSourcing tool. To use this tool, you need to complete the eSourcing registration form. You can find more information about this tool in the eSourcing buyer guide. 
You should also check whether the value of your purchase is over the threshold indicated on Public Contracts Regulations 2015 transparency requirements. If it does, you will need to publish the contract information on Find a Tender (FTS). You should also check whether you need to publish these notices on Contracts Finder, Public Contracts Scotland, Sell2Wales and eTendersNI. 
Some sourcing tools communicate directly to FTS. Check whether your current sourcing tool is on the list of eSenders. If it is not on the list, you are recommended to contact the provider of your tool for an update, and to register on FTS. 
2. Engage with suppliers 
Pre-market engagement allows you to informally gather information to help shape your procurement process. You can also use pre-market engagement to gather ideas on new products and services, and understand if there are market developments that influence your requirements.
Conduct pre-market engagement
The main way you can gather market information is by issuing a Request for Information (RFI) to your suppliers. You can do this through your own procurement tool or use the CCS eSourcing tool. You can also run a ‘Meet the Buyer’ to gauge supplier interest. Remember that you should keep a record of all pre-market engagement activities.
Engaging with all suppliers on your chosen lot or lots can:
●
Alert the market to your upcoming procurement
●
Give you an idea of supplier interest in your requirement
●
Help you clarify your requirement
●
Help you decide whether to use Further Competition or Direct Award
Network Services 3 does not allow an Expression of Interest to be used to down-select suppliers. Therefore, regardless of supplier responses to your pre-market activity, you should invite all suppliers on your chosen lot(s) to any subsequent procurement. This gives all suppliers the opportunity to respond should your requirements or timelines change, reducing the risk of challenge.
3. Create specification and assessment criteria
A specification is also known as a ‘statement of requirements’. This is a description of the goods and services the supplier will provide during the contract. To evaluate how different suppliers will deliver against your specification, you will need to develop assessment criteria. Assessment criteria are usually divided into quality and price.
Define your requirements
Your specification is essential for communicating to your suppliers what you need, ensuring a successful purchase. See CCS’s guide on ‘How to write a specification’ for advice on how to best face this task. A Statement of Requirements template has been created to assist you and is available here. However you are able to use your own template and format should you wish.
Design an evaluation approach
Once you have defined your requirements, you have to decide how you will evaluate suppliers against these. To do this, you have to assess the quality and price of each of their offers.
Below are some examples of potential criteria within ‘price’ and ‘quality’, and the weightings you can give to each of these categories. These weightings could vary depending on whether you are using a further competition or a direct award.
Quality criteria
The quality criteria headings to be used can be found in Part 2 of Framework Schedule 7 - Call-Off Award Procedure.
To evaluate quality you can consider:
· approach to delivery of the services/methodology, including the strategies, expertise, methods, materials, and procedures in the proposal
· technical merit, including the competence, skills, and experience of the management, professional, and technical personnel proposed for the project
· ways of working, including the proposed management systems and methods, project management tools, softwares, touchpoints, etc. 
· social value (according to PPN 06/20 it should account for a minimum of 10% of award criteria in central government tenders)
To understand what was tested at framework level, the selection and award questions can be found on Contracts Finder.
Price criteria
To evaluate price you may want to consider:
· time and materials, including all costs over the duration of the contract including fixed capital costs, variable tender costs and special adjustments during the contract period, and maintenance and operating costs
Weightings
	Evaluation criteria
	Further competition weighting
	Direct award weighting

	Quality 
	Between 0% and 100%  
	Between 0% and 100%  

	Price
	Between 0% and 100%
	Between 0% and 100%


4. Decide how to select your supplier
When buying through this agreement, you can conduct a further competition between available suppliers, or award the contract directly to a specific supplier, based on the most suitable service offer available in the online catalogue. See below more information to guide your decision and make sure you use the agreement in a compliant way.  
When to run further competition 
Further competition is usually the best route to market for high-value goods and services. It is a thorough, open, and fair method to find the best price for your requirements. CCS recommends running a further competition for most contracts.
Further competition is useful when you:
· Require suppliers to propose solutions to meet your statement of requirements
· Need to add special terms to your contract
· Want greater flexibility to demonstrate value for money through competition
When to use direct award 
Direct award is usually the best route to market for low value, urgent requirements, and for low value goods and services. Remember that you can still engage with suppliers prior to using a direct award. Please note that CCS always encourages you to seek your own legal advice if required and cannot advise on specifics.
Direct award could be suitable when:
· You have simple, easily defined requirements where a further competition is unlikely to deliver additional benefits such as lower pricing
· You do not need to amend or add terms and conditions (other than the inclusion of optional schedules already provided for in the order form template)
5. Option A: Further competition 
Once you have engaged with suppliers, defined your requirements, and designed your evaluation approach you can conduct a further competition or use a direct award. If you chose to conduct a further competition, see below more information on how to do this. 
Invite suppliers to bid 
It is not possible to down-select/shortlist suppliers on Network Services 3. Therefore, all suppliers in the applicable Lots must be invited to bid.
Before you invite your suppliers to bid, prepare all the documents you need, including:
· Invitation to Tender (ITT): a formal procurement document which invites suppliers to bid for the contract. This document should include a timetable, instructions for suppliers on how to ask questions and submit a bid, your specification, and your assessment criteria. 
· Draft contract: a draft version of the call-off order form. See section ‘Complete your call-off contract’ for more information on how to do this. 
Once you have prepared these documents, invite suppliers to bid. You can do this by sending them an email, or through your chosen sourcing tool. This can be the procurement tool used by your organisation, or CCS’s eSourcing tool.
Once you have invited suppliers, you should make sure you allow time for them to respond to your further competition. Ten working days is generally considered to be the minimum timescale for a supplier to respond to an ITT. However, consider the complexity of your requirements and whether there are any public holidays. You should also indicate when and how they can ask for clarification questions. Remember that answers to these questions must be shared to all suppliers invited to tender. 
When using CCS agreements, you are not required to follow UK procurement policies regarding the publishing of contract opportunities. However, it is still good practice to do so. For more information on publication obligations depending on contract value, see the Public Contracts Regulations 2015 transparency requirements.
Review proposals and evaluate suppliers
After the deadline for submissions has passed, you can begin to evaluate the supplier responses. To do this, you will have to score supplier responses against the assessment criteria you have defined and included on your ITT. 
CCS recommends that you use three people to evaluate the proposals. Make sure that you maintain a fully documented audit trail of the results and final award decision, which will be useful when providing feedback to the participating suppliers. 
Once you have selected your supplier, you need to communicate the outcome of your decision. See ‘Communicate outcomes’ for more information on how to do this.
6. Option B: Direct award 
Once you have engaged with suppliers, defined your requirements, and designed your evaluation approach you can conduct a further competition or use a direct award. If you chose to use a direct award, see more information below on how to do this. 
Select your service offer 
To conduct a direct award you will need to search and evaluate the available service offers on the eMarketplace. Further advice on how to register for and access the eMarketplace can be found here.
Once logged in to the eMarketplace complete the following steps:
1. Navigate to the ’Shopping’ tab
2. Select the ‘Marketplace’ section
3. Search ‘RM6116’
4. Use the content tags to reduce your search results to the lot that you are interested in
5. Click into each result and open the PDF(s) in the ‘linked media’ section to view the full details of each service offer, including pricing
By filtering against the relevant lot(s) and comparing the service offers against your statement of requirements, you can identify service offers that meet your needs.
If you cannot find any service offers that meet your requirements, you can issue a Request for Information (RFI) to every supplier on your chosen lot(s). An RFI template is available here. An RFI lays out your requirements and gives suppliers the opportunity to create new service offers that meet your needs, or flag service offers currently live that could provide the products or services you are looking for.
Contact information for each supplier is provided under the ‘Products and suppliers’ section on the Network Services 3 webpage.
Get approval  
Once you have decided which supplier you want to award the contract to, you should make sure you get approval to direct award in line with your organisation's
governance process. ​​To do this, we recommend that you prepare a short business case which outlines the reasons and justification for direct award. You should also ensure that your organisation understands the risk involved if you don’t give all suppliers on the agreement an opportunity to respond to your requirement. 
Once you have got approval to direct an award, you should share your requirements with the selected supplier. If they can meet the requirements, you are ready to award the contract and communicate your decision.
7. Communicate outcomes 
When you have decided which supplier you will award your contract to, you need to communicate your decision. 
Notify your suppliers 
If you have conducted a further competition you need to notify the successful supplier and all participating suppliers of your decision. These notifications should include constructive, written feedback to all participating suppliers and include a full breakdown of their scoring. 
If you have used a direct award, you will only have to notify the awarded supplier. 
You can allow a standstill period of 10 calendar days to give unsuccessful suppliers an opportunity to consider the feedback on their bid, request information, or call for a review of the award decision. This is mainly recommended for high value contracts. Once the standstill period has passed, you can begin your contract with the winning supplier. 
8. Complete your call-off contract
When buying through CCS agreements, you have to put together and sign a contract with the supplier, this is called the ‘call-off contract’. CCS uses a specific contract structure called the Public Sector Contract.
The call-off contract is a document that governs the purchase and delivery of the services. It is formed of the call-off order form (signed by both parties) plus any applicable schedules. See below instructions on how to put together and sign your contract. We have also provided further information on the core terms and special terms that make up the contract here.
Put together and sign your contract
Follow the steps below to guide you through the process of putting together and signing your contract:
1. Download the call-off order form. This document is the basis of your contract. Note that this document changes from one agreement to another, so make sure you check you are using the correct one.
2. Fill in the sections where input is required from the buyer.
3. You should be aware that there are certain terms and conditions agreed on by CCS and the suppliers when the agreement was created. These are found in the core terms, and the framework schedules. These apply to every purchase made through the agreement and can only be changed through the introduction of ‘special terms’. See step 6 for information on doing this.
4. As well as the core terms and framework schedules, there are other terms and conditions that might be relevant to your contract. These are the joint schedules and call-off schedules. Some of these schedules are mandatory and others are optional. Optional schedules will be highlighted in yellow and in square brackets on the call-off order form. You will have to delete those which you don’t want to include in your contract.
5. Check whether you need to fill in any information on the schedules you have selected. This will be indicated in each of the schedules and in our schedule guide available here.
6. When you have selected your schedules, you have to decide whether you want to add any ‘special terms’. These are terms and conditions you want to include, but are not covered by available schedules. You can only do this if you choose to run a further competition. If you use direct award you have to accept all the given terms and conditions.
7. Issue your draft contract together with your Invitation to Tender (ITT).
Once you have run your procurement and chosen your supplier, you need to finish and sign the contract. Once you have made any changes, send the contract to your supplier. Your supplier should be the first to sign the contract. After this, you can sign the final contract.
Publish your decision 
Once you have awarded and signed your contract you should follow transparency requirements.   To do this, check the Public Contracts Regulations 2015 transparency requirements, and publish the award on Contracts Finder if required. According to these regulations, you are required to publish: 
· the full company name of the winning contractor.
· the date on which the contract was entered into (award date).
· the total value of the contract in pounds sterling.
· an indication of whether the contractor is an SME or a VCSE.
If you had already published the opportunity on Contracts Finder, you should update it to include the award decision. For sub-central contracting authorities, information must be published on Contracts Finder within 90 calendar days after the contract award date. For Central Government authorities, within 30 calendar days. Please note that the contract award date is the date on which the contract is signed by the last contracting party. 
Note that you can also choose to group contract award notices on a quarterly basis. This means you can send a single notice containing documentation that sets out the volumes you have procured under each framework/ DPS. This notice should be sent to Contracts Finder within 30 days after the end of each quarter.
Things to consider
Core terms and special terms
What are core terms?
The Public Sector Contract (PSC) core terms are the main legal terms for both the framework contract and call-off contracts. The core terms, along with the Framework Award form and the schedules, make up the terms and conditions for Network Services 3.
RM6116 Network Services 3 uses version 3.0.11 of the Public Sector Contract and the documents can be downloaded from the RM6116 webpage under the ‘Documents’ section.
What are special terms?
CCS has amended some of the core terms to align with the requirements of the framework. These changes are called Special Terms and can be found within the Framework Award form, which is available under the Documents section of the RM6116 webpage.
These special terms are applicable only to this framework. Suppliers appointed to Network Services 3 must adhere to these special terms in the same way as the core terms and schedules.
How core terms and special terms are used in call-off contracts
Both the core terms and special terms form the basis of all procurements carried out under Network Services 3. You should make sure you familiarise yourself with the core terms, special terms, and schedules that will form your call-off contract.
Direct award procedure - Core terms and special terms cannot be added or amended by either the buyer or supplier. However, under direct award a supplier can exclude optional schedules within their service offers.
Further competition procedure - Buyers can define or replace any of the core terms, special terms and schedules to meet their requirements, provided that the changes do not substantially depart from the terms of the framework contract. Any changes must be included in the call-off contract order form by deleting those optional schedules that are not required and updating the special terms section with any amendments or additions.
Any special terms added to a further competition call-off contract will apply only to that contract and do not amend the framework contract between the supplier and CCS.
Buyers should be aware that the more changes made to the terms and conditions, the higher the possibility of fewer suppliers bidding or increasing their prices. Therefore, you should only consider changes that are relevant to your requirements.
The partly completed call-off contract order form, along with any amended schedules must be included as part of your Invitation to Tender pack. If you have chosen to include some of the optional schedules, or have amended the core terms or special terms or schedules, it is also worth including a summary of the changes in your Statement of Requirements.

Cross-lot procurement
In the majority of cases, requirements can be met by a single lot. However, if you require services from more than one lot and there is a reason this needs to be under a single contract, this is possible by running a cross-lot procurement. For example, both WAN and LAN can be sourced from the same supplier under one contract. However, they are Primary Services covered separately by lots 1a and 2a.
Rather than running two separate procurements, WAN and LAN services can be procured through a single procurement with a single supplier and contract. This option can be used for direct award and further competition across all lots of Network Services 3.
However there is a caveat:
· A supplier must be present on both/all the chosen lots in order to bid for the contract. For example, if the requirement is WAN (lot 1a), LAN (lot 2a), and IP Telephony (lot 4a), the suppliers engaged must be appointed on all three lots. If a supplier is on lot 1a and lot 2a, but not lot 4a, they are not able to compete and should not be engaged.
Careful consideration should be given to the number of lots when running a cross-lot competition to ensure an adequate number of suppliers are likely to respond and the services are appropriately linked.
You must ensure that you clearly record the lots used within your statement of requirements and order form. Please contact the Network Services team (email networkservices@crowncommercial.gov.uk) if you require any additional advice on cross-lot procurements.
Procuring primary services as ancillary
Network Services 3 has two types of service:
●   Primary services - the core component of each lot, usually providing an element of connectivity - such as an IP telephone connection
●   Ancillary services - a supporting service that facilitates the connectivity - such as an IP telephone handset
As an alternative to the cross-lot procurement described above, Network Services 3 allows you to procure a primary service from one lot as an ancillary service to a separate lot.
Cross-lot procurements can be used where the required lots do not have any suppliers common to them or suppliers that are common are unable to deliver a specific requirement.
For example, a customer has a requirement that falls under lot 4b (Digital Communication Services). However, for the services to function, it will be necessary to have connectivity, available under lot 1a (wide area connectivity), between the supplier’s hosted service and the user’s site(s).
While there are suppliers common to lots 4b and 1a for a potential cross-lot procurement, this specific requirement can only be delivered by a lot 4b supplier who is not approved on lot 1a. Therefore, the lot 1a primary service (connectivity) must be procured as an ancillary service through lot 4b.
The rules to buying a primary service outside of its own lot as an ancillary service are as follows:
●   The service must be required to enable the delivery of services within other lots
●   The service must be used exclusively for the delivery of those services
●   The service must not be ordered as a standalone service outside its own lot
Exit management
Call-Off Schedule 10 (Exit Management) is an optional schedule that ensures the supplier is always prepared for contract exit. It includes the creation and maintenance of appropriate registers such as equipment and sub-contracts, the creation of an exit plan with an assigned manager, assistance with re-competition and termination of the contract, and the transfer of assets such as software and third-party licences as well as sub-contracts.
It can be included as a requirement by you as part of a further competition. For direct award, it is at the supplier’s discretion whether or not to include it within their service offer.
Aggregation
CCS develops and runs aggregated competitions (including the use of e-Auctions) for the public sector on a regular basis. By aggregating demand, standardising specifications and running eAuctions, we regularly achieve savings on a variety of requirements such as mobile voice and data services.
We provide a managed Further Competition service for buyers who have common purchasing needs for products and services. We aggregate demand and run the procurement process on behalf of buyers. The final contract is between the buyer and supplier. This process is suitable for customers with estates of all sizes. By leveraging the volume of connections from multiple customers, a greater commercial benefit can be achieved when compared to a single customer Further Competition. For further information and for details of timelines refer to our aggregation website.
Benefits and results:
●  
You can achieve increased savings based on committed aggregated volumes
●  
A simplified procurement process leads to reduced procurement costs for you
●  
Contracts can be standardised and combined to leverage greater savings
●  
Best practice is followed throughout, including the use of standard documentation
●  
Support and guidance available throughout the process
●  
The Further Competition is conducted by CCS at no cost to you
Please contact CCS to explore opportunities for aggregation under this new framework. To enable prompt consideration please mark your request “NS3 aggregation”.
Documents and templates
	Document
	Details

	Terms and conditions

	NS3 framework award form
	The award form accepted by suppliers that includes special terms specific to NS3

	Core terms
	The core terms of the framework agreement and call-off contracts

	Framework schedules
	Schedules that apply only to the framework agreement

	Joint schedules
	Schedules that apply to both the framework agreement and call-off contracts

	Call-off schedules
	Schedules that apply only to call-off contracts

	Guidance documents

	Guide to Public Sector Contract (PSC) schedules
	Explains each of the PSC schedules and if/when they will apply to a call-off contract

	Service offer guide
	Helps suppliers create compliant service offers, which is available for buyers to review for reference

	Key changes from NS2 to NS3
	Highlights the changes between the two iterations of the framework

	Templates

	Request for information (RFI) template
	Helps buyers write a request for information

	Statement of requirements template
	Helps buyers populate their statement of requirements

	Direct award desktop evaluation template
	Assists with evaluating service offers for a direct award


Useful links and contact details
Visit our webpage to read more about our other commercial agreements, and access webinar recordings, whitepapers and case studies.
Our other commercial agreements include:
●  
Gigabit Capable Connectivity DPS
●  
HSCN Access Services DPS
●  
PSN Core Services
●  
Audio Visual Technical Consultancy and Commissioning
●  
Space-Enabled and Geospatial Services
●  
Mobile Voice and Data Services
To get in touch, email networkservices@crowncommercial.gov.uk
Or call the Customer Service Centre on 0345 410 2222.
Visit the aggregation webpage to see upcoming aggregation opportunities and access case studies.
Email aggregation@crowncommercial.gov.uk
Learn more about CCS
www.crowncommercial.gov.uk
Twitter: @gov_procurement
​LinkedIn: Crown Commercial Service
14

